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FOR IMMEDIATE RELEA!

Clearwire Brings Fast, Simple and Portable Wireless Internet Service to
Seattle, Everett, and Tacoma

Clearwire Celebrates the Launch of its Largest Market t¢ Date with the First-Ever
Laser Light Show at the Seattle Space Needle;
Clearwire Works with Community Organizations to Hefg Enhance fhe Ways Local
Area Youth Live and Learn

KIRKLAND,WA (November 15,2006) —Clearwire Corporation (www.clearwire.com) - a provider of next-generation
wireless Internet services enabling fast. simple. portabie and reliable communications anytime and anywhere within
Clearwirg's coverage area - announced today it has officially launched its service in Seattle, Everett, Tacoma and
surrounding areas. More than two million people in the greater Seattle area are 11ow eligible to subscribe for Clearwire's
sewice.

"Clearwire’s wireless technology can help users realize more freedom and the potential ¢f the Internet." said Craig
WMcCaw, chairman and co-CEO of Clearwire. "Our goal has always been to iook at the wants and needs that people have
in ways the major carriers didn't have interest or time to pursue. Clearwire is delivering on this goal by providing services
that are differentiated from everything else that is currently available. We are seeing the same phenometien today that we

saw in cellular more than 20 years ago — people like the idea of not being tied to a specific location by a cable in order o
communicate and access information."

"The Seattle. Tacoma and Everett depioyments constitute Clearwire's largest market to date. making our services
available now to more than eight million people in more than 360 cities and towns across the United States," said Ben
Woiff. co-CEO and co-president of Clearwire. "We are changing the way people access ail the internet has to offer by
deiivering services that are fast, simple, portabie, reiiable and affordable. No other service provides all of these benefits in
one package the way we do.'

Clearwire provides an easy off-the-shelf wireless high-speed Internet solution. Customers typically have the service
operating within minutes of receiving the modem without any need for a technician to visit. There is no saftware to load
and generally no configuring or changes to the customer's computer. The fast and simple service can be accessed by
simply taking the modem out of the box, plugging i in and connecting the Ethernet cord to the customer's computer. With
users such as real estate professionals, contractors, students, home-based educators, public saiety organizations and
llamilies. Clearwire's simple and portable service enables customers to access the Internet in creativeé and unexpected
ways.

"With Clearwires sewice, we constantly see our customers redefine how they live and work," said Perry Satterree.
Clearwire's co-president. "We see customers invent new sclutions and use Clearwire in ways which allow them to truly
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experience the Internet on their terms’

Consistent with Clearwire’s efforts to support the communities in which it operates, today's launch is coupled with
Clearwire's announcement that it is working with local organizations to contribute its services to address the educational
and communications needs of young people iocated inthe Seattle. Tacoma and Evarett communities in new and unique
ways.

The company announced its "Clcariy Connected Communities" initiative through which it will provide its sirnpie and
portabie Internet service to commurity organizations assisting foster cars, homeless and seriousiy it children. The goal of
Clearwire's initiative is to provide a means for chiidren and teens to make meaningfui connections with friends and loved
ones and to take advantage of learning cpporiunities and entertainment that wouid not otherwise be avaiiabie — breaking
the barriers resulting from isolation or limited rescurces, Clearwire plans to work with several iocal organizations, which
initially include: Starlight Starbright Children's Foundation {www.starlight-washingion.org), 826 Seattie
{www.B2Bseattle.org), Team Read {(www.teamread.com}, and the Mockingbird Society

{www.mockingbirdsociety.org). "We want to make a difference and appiy our technology and services in ways that are
important to the greater Seattle community," said McCaw.

Clearwire will celebrate the launch of its service intha greater Seattle area by presenting a iaser ligh! show tonight at the
Seattle Space Needle. The iirst of its kind for the iconic Seattle iandrnark, lhe iaser light show promises i be the iargest in
the city's history.

Customers can sign up for the Clearwire service by coliing 1-888-CLEARWIRE or going to www.clearwire.com. i
addition, customers can buy Clearwire at Best Buy stores, located in each of the Clearwire markets. as weii as Clearwire
authorized representatives. Clearwire retail locations and mail kiosks.

About Clearwire

Clearwire, founded by Craig McCaw, is a provider of reliable, wireiess high-speed internet service. Clearwire.
headquartered in Kirkland. Wa.. has iaunched wireiess high-speed Internet service in 32 metro markets. covering more
than 360 cities and towns in Alaska, California, Florida, Hawaii, Idaho. Minnesota. Nevada, North Carolina. Oregon.
Texas, Washington and Wisconsin in the United States, as well as Ireland. Beigivm, Denmark {urider the Ciearwire name
with Danske Telecornj and Mexico (via its partner My 3Net). For more information, visit www.clearwire.com.

For more information please contact Teresa Fausti d (425) 828-8018 or terssa.fausti@clearwire.com or Emily Kittoren
at (206) 268-2267 or emily.killoren@edelman.com

Home « Products+ Wireless Broadband. Internet Phone Service * Service Plans » Coverage Areas + Order Now. Support
About Clearwire * News Room+ Careers * Contact Us * Site Map

@ 2006 Clearwire US LLC All rights reserved » Terms of Service * 911 Information » Privacy Policy
Corporate Governance* Legal
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HOME ORDER NOW COMPANY
SURPORT
Wirelass Broadhand - Internst Phone Sarvice - Service Plens 00 s 0 e Testimonials
. Get pricing and
Interactive Coverage Map availability
Street Address*
ZIP code'

I'minterested in:
@ Residential pla

() Business plan!

Check out Clearw
coverage maps

SHEEREEE Now Setving . .
smm Puture Coversge i Clizk & drag map to reposition

Printabie Maps: SelectMap

Click here to see where Clearwire Internet Phone Service is available

Home + Products = Wireless Broadband + Internet Phone Service * Service Plans * Coverage Areas * Order Now * Support
About Clearwire * News Room * Careers. Contact Us * Site Map

© 2006 Clearwire US LLC All rights reserved * Terms of Service * 911 Information * Privacy Poiicy
Corporate Governance * Legal
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wireless broadband

S@?VEQ@ @éaﬁ% Plans » Checkout > Review » Complete

Qwest 1600 7th Ave Seattle WA 88181-0002
Search another address

Yes! Clearwire is available at ] ‘

+ Morconiract option available!

pius

S o Vatue™ sn Premium™ o Business™ FREE SHIPPING
The basics to get you Muximem speec whh all More features for your onlire ordors ook,

started the features you need small businexs neads Eavings besed on & 241
LiearFrangm san,
ey vary by losation,
o BILLING INTERVAL B b O R
@ monthly $19.99 /mo. $19.99 /mo. $ 45.99/mo.
O annual -$10.00 for the first 3 months -$17.00 for the first 3 months
€ A ia ~Hr S 60 by SR
Activation ree Activation Free Activation Free Activation Sign up
now to get
Clearwire
Internet
: Sacurity Plus,
§§ Total Savings SAVE $80.00 SAVE $101.00 SAVE $50.00 FREE for
o six muonthsg -
& Downlink Speed 768Kbps 1.5Mbps 1 5Mbps a $30 value!
FLirry ~ off 3
£ Uplink Speed 2568Kbps 256K hbps 256Kbps
& Email Addresses 3 5 8
€ Web Account - 1OMD 25Mb

.@‘ Static IP Addresses - -

& Modem
8 iease .
© $ 4.99/mao. S 49%9/ma $ 4 98/mo
O Purchase
() Have my own
& . ) 3 2 Year @ 2 Year (2 Year
¥ Contract Lengt p o~
niract -end {1 Year 3 1 Year ) 1Year

* Claarwire strives 10 ensure 8 positive experience for all of gur customers Howaver, if out service does
not meat your expeciations you may retum the Clearwire mader to our local Clearwire office within seven
(7} days of receipt for a fuli refun.
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Optional with any plan:

% Additional Email Addresses None
% Additional Static IPs None
BEGINNING MONTHLY RATE 24 9% mo

Have questions? Click here

Home » Products - Wireless Broadband + Internet Phone Service » Service Plans « Coverage Areas » Order Now + Support
About Clearwire « News Room Careers » C i it Us « Site Map

© 2006 Clearwire US LLC. All rights reserved » Terms of Service « 311 Infermation « Privacy Policy
Corporate Governance -« Legat
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North American Residential VolP Marketto Email this article
Calendar of Events Increase Growth Printer friendly page

Book Reviews By Newsdesk
White Pavers Jul 19,2005

Newsletter Voice over Internet protocol (VolP) service providers are gearing up te deal with the substantial

increase in demand as well as challenges associated with moving into the mass market. They
Network Sectors have to address the issues of pricing, regulatory uncertainly, and competition to be successful in
Security the big league
Storage
Network Infrastructure

New analysis from Frost & Sullivan on North American Residential VolP Markets reveals that

Wirgless market revenue totaled $295.1 million in 2004 and expects to reach $4,076.7 million in 2010,

Internet Protocol IP
Servers

Enterprise Integration
Apbpiication Development
Database Management

Mass-market customers, unlike early adopters, are not attracted to new technology They must
be convinced that IP telephony is superior to plain old telephone service (POTS) and can
provide access to 911 networks.

Network Design

"Customer apprehension about the value of the service can be overcome by increasing
awareness about the advantages of VolP over traditional telephony,” says Frost & Sullivan
Senior Analyst Lynda Stan. "The issue of providing timely access to 911 can be alleviated
through industry cooperation."

i Co Once all issues are resolved, VolP-based services will burgeon due to greater broadband
Wh‘;’ your penetration, service providers' need to increase revenue, and availability of low-priced services.
o c
mii.,ﬂgure:, While potential subscribers are likely to show initial interest in IP telephony due to its cost
' savings, they will choose the service for additional features such as virtual numbers and

videoconferencing.

: i VolP also enables advanced features including Web-based call logs, click-to-dial, and
et 2 0 scheduling phone calls. These options increase customer satisfaction and offer providers
additional revenue streams.

However, some participants such as the incumbent telecommunications service providers
correctly perceive competition from new IP telephony providers as a threat to their revenue. In
the past, incumbent local exchange carriers (ILECs) in the United States have lost 15.0million
access lines to various competitors. Many of these lines are second lines used by teens,
telecommuters, and for data lines.

"Residential subscribers are likely to replace second lines with wireless or VolP; the benefits of
VolP include lower cost, additional features and ease of use," notes Starr, "If'an ILEC offers
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- changing market and obtain maximum return on investment.

. Frost & Sullivan serves an extensive clientele that includes Global 1000 companies,
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VolP, it risks cannibalizing traditional revenue hut also opens up new revenue streams."

The residential VolP market expects to witness significant growth in the customertase and
revenue despite residential \VolP subscriptionsstill being in the nascent market stage.

Service providers that also deal in cable, Internet service provider (1SP), and non-telecom
operations are likely to enter the market, and thereby drive the growth of VolP lines from 1.5
million to more than 18.0 million during 2004-2010.

North America Residential VolP Markets is part of the IP Communications subscription and
discusses the apportunities and challenges faced by virtual network operators, incumbent

- providers, cable operators, and other new service providers targeting the market with VolP-

based services. It also enables companies to align their positioning strategies to benefit from the

merging companies, and the investment community by providing comprehensive
ndustry coverage to reflect a unique global perspective and combines ongoing analysis
of markets, technologies, econometrics, and demographics.

Networks giz
Wewsletter
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Enterprise VolP adoption in North America
will more than double in 2010

BOSTON, Massachusetts, May 10, 2006 —While voice over [P is stili in the early phase of adoption, it's starting
to go mainstream, says a new study from Infonetics Research, User Plarns for VoIP: North America 2006.

Inthe three years Infonetics has conducted VolP adoption surveys as part of their iarger study on VolP usage,
one trend is clear: the number of small, medium, and farge organizations that plan to deploy or at least evaluate
the technology is rising steadily. At the same time, awareness of available products and services is increasing,
and while awareness doesn't necessarily translate into deployments. it is one of the first obstacles any new
technology must overcome.

"Our forecasts show a continued steady uptake of VolP over the next few years, with adoption following a
relatively straight line, not the S-shaped curve typically seen in the adoption of emerging technologies," said
Matthias Machowinski. directing analyst at Infonetics Research. "That's because VolP uptake is largely tied to ar
organization needing a new phone system, and when companies buy a new phone system, they generally inves!
in the latest technology, which happens to be VelP-based now. By our estimates, almost half of small and two-
thirds of iarge organizations in North America will be using VolP products and services by 2016.”

A number of companies that are moving voice network investments aggressively from TDM to VolP are actually
decommisioning their legacy TDM PBXs, the ultimate show of confidence illustrating that VolP has become
enterprise-grade.

Study Highlights

e 36% of large, 23% of medium, and 14% of small North American organizations interviewed were already
using VolP products and services in 2005

e VoIP adoption will triple by 2010 among smalt organizations in North America

e The top drivers for deploying VoIP are having an integrated phone system across multiple locations,
scalabiiity, operational cost savings, and converging voice and data networks

e Nextto basic voice, money-saving long distance/toll bypass is the highest ranked application for VolP

e The percent of users at respondent sites accessing VolP over wireless LANs grows from 5% in 2006 to
20% in 2008

e Among respondents using in-house VolP, the most commonly used protocols for their IP phone
endpoints now and in 2008 are SIP and the 4 versions of H.323

e Cisco, Avaya, and Nortel. the top PBX manufacturers in North America, head the iist of manufacturers of
VolP products currently in use (IP PBXs, gateways, and IP phones)

e Organizations spent an average of $47,667 0n hosted VolP in 2005, growing 34% to $63,799 in 2007; foi
managed CPE, expenditures grow from $10.865 in 2005 to $28,367 in 2007

Infonetics conducted in-depth interviews with 240 small, medium, and large organizations that use VolP product:
and/or services now or will by 2007, an additional 450 shorter interviews to determine VolP adoption rates, and
150 exit interviews to determine why organizations are not deploying VolP. Most respondents use in-house VolP
some use managed VolP services, and others use a combination of the two.

Download sample data at www.info.infonetics.com. For sales, contact Larry Howard, vice president,
larry@infonetics.com ,+1 (408) 583-3335.

Infonetics Research (www.infonefics.com) is the premier international market research and consulting
firm specializing in data networking and telecom. We provide a complete view of the market through
constant interaction with equipment manufacturers, service providers, end-users, chip and
component manufacturers, sales channels, and the financial community. We offer quarterly market
share and forecasting, end-user survey research, service provider survey research, and service

htn /Asrsns infaneticre rom/irecnnrrec/iinnaNi iny nr chtml /137007
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AT&T solves VoiIP's 911 issue

By Leslie Cauley, USA TODAY

NEW YORK — AT&T says it's solved a problem that has dogged
Internet-based phone service: how to provide emergency 911to
people who use VolP — shortfor Voice over Internet Protocol —
on the road.

The problem: VolP users who call 911 from hotels and other
remote sites sometimes can't be found by 911 operators. That's
because the correct locations of these "nomadic" users don't
show up on operators' screens.

The Federal Communications Commission has given Internet
phone carriers until Nov. 28 to make their VolP services 911-
capable. AT&T's rival carriers are still working on the problem

The national 911 service uses databases crammed with
customers' home addresses to pinpoint the location of callers
VolIP is mobile. So home addresses are meaningless if a
customer uses an Internet phone in a different location.

AT&T, which invented the USA's 911 service in 1968, estimates
that about 5% of its 53,000 VolP customers use the service on
the road. There are about 2 million VolP users nationwide.
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"That is the bane of everybody's existence," says Robert Quinn, an AT&T vice

president.

AT&T's nomadic solution, called Heartbeat, uses its Internet network to track the

location of users. Here's how it works:

When VolP customers power down, AT&T's network will automatically suspend VolP
service. Once the phone adapter is plugged back in, AT&T will ask the user to verify

his or her location.

For customers who indicate they haven't moved, service will be instantly restored. If
they have moved, they'll be directed to an 800 number or a Web page to register the

new location.

AT&T's VolP units — sold under the CallVantage name — are programmed to contact
the carrier's global network once every 24 hours. During these communications, AT&T

sends software upgrades and does maintenance.

Heartbeat works off that same protocol, Quinn notes.

AT&T's solution isn't foolproof. If a customer fails to verify he's moved to a remote

location, AT&T has no way to check, Quinn says.
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The plan also has a limited reach. CallVantage now connects to about 50% of the page 29 of 29
"public safety administration points" that administer the 911 program. Those who
travel outside that footprint will immediately lose service, Quinn says.

Quinn altows that AT&T's fix "is't the most elegant sotution." Still, he says, AT IS
hopeful it will help educate the public about VoIP, particularlythe 911 limitations.

AT&T, which has been sold to SBC — the deal could close as early as next month —
is open to licensing its Heartbeat solutionto other carriers, Quinn says.

The letter outlining the Heartbeat plan was sent to the FCC on Friday. Quinn says
AT&T developed the plan after talking with FCC Chairman Kevin Martin.

Vonage, the USA's biggest VolIP player, is working with vendors to meet the FCC's
Nov. 28 deadline. Spokeswoman Brooke Schulz says Vonage's 911 plans are
"moving along nicely."

Subscribe Todav: Home Delivery of USA TODAY - Save 25%
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Telecommunications
Increasing Margins with Lower Transpoit Costs

Carriers are expanding their networks to complete coverage, increase
205 and grow market share. As a result they face rapidly increasing
transport costs. Whether it is local ioop charges or backhaul transport,
carriers need to quickly address operational expenses to drive fiscal
performance.

Carrier face other issues, tike having limited configuration options and
spotty coverage in residential and rural areas. While most networking
companies can deliver in certain areas, very few have a wide footprint.
Those that do have broader coverage, usually have rigid pricing
structures and inflexible service configurations. Worst of all, you are
often buying from a competitor or their parent company

Comcast's services can be deployed quickly and efficiently with
minimal wait and bureaucracy than you are typically confronted with
when purchasing services from traditional telephone carriers. Comcast
We offers carriers a range of services that can support your voice and
data transport needs with much lower costs. From traditional TDM,
ATM and SONET, to Ethernet and managed wavelength configurations,
Comcast has a solution to meet virtually any requirement.

Our pricing structures aren't impacted by LATA boundaries or local
loop charges allowing us to offer more flexible terms. We can
provision a tailored network that can rapidly scale so you don't need
to over-engineer for future demand.

Comcast Commercial Services leverages the massive network of our
parent company. This allows you to have managed access on a carrier
class transport network designed for broadband applications. Our
reach is broad and deep, with capacity in dense urban, sprawling
suburban and even many rural areas others can't reach. More
importantly, Comcast's Network is not part of the traditional
telecommunications infrastructure, allowing Comcast to offer a
physically diverse routing.

Comcast Advantage
Lower-cost data and voice transport on a single company's fiber
network with broad reach and technical and economic flexibility.

Carrier Benefit

Cost-effective transport that can'reach into new markets and scale at
a moments notice. A stable and reliable service from a trusted
network provider.

Contact us today to find out how your transport needs and our
capabilities can be meshed for the technical and financial benefit of

http: iww.conicastcoiiimercial.com! index. php?option=content&task=view&1d=33&I temid=7 1 1/26/2007
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AT&T Wholesale

Welcome to AT&T Wholesale Services

Years of experience serving wholesale customers, targeted investment in our network and technology
innovation have positioned AT&T as an industry leader. With AT&T Wholesale's dedicated sales,
customer care and global operations teams at your side, you will have the networking expertise to
support a full range of voice, video, data and IP services - for you and your customers.

AT&T Wholesale Services creates offers to:

e Help you grow and evolve your customers' businesses, as well as your own, with both traditional
and emerging services;

e Extend value of existing services with technological advancements in IP, VPNs, e-Services, VoIP
and security; and

e Deliver customized solutions for carriers, wireless operators, cable M50s and systems integrators
for scale and value.

Citing Ieadershlp in product |nnovat|on and marketlng advancement Frost & Sullivan selected AT&T
Wholesale the 2007 North American Wholesale Business Services Company of the Year. AT&T was also
recognized for it's market potential, technological innovations and successful execution of key business
initiatives.

Gldbai Enterprise and \‘Nﬁ"olesa'le E:dstomers Can Now Manage Their Network Anytime, From Anywhere

New Optrcal Mesh Service Gives Enterprise and Wholesale Customers Unprecedented Control Over
Their Network Capacity

Sy i : R TE . All rights reserved.
AT&T is a reglstered trademark of AT&T Knowledge Ventures.

http://www.business.att.com/?segment=whole 2/27/2007
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AT&T Named "Best National U.8. Wholesale Provider” in Capacity Magazine’s Second Annual Global Wholesale Awards

San Antonio, Texas, November 13, 2006

Amerrterdam, Netherlands = AT&T Inc, (NYSE:T) today announced that AT&T has further solidified its position as 8 teading provider of wholesaie
services, receiving the "Best National U.S. Wholesale Provider” award from Capacity magazine, as part of the publication's second annuat Gichal
Wholesale Awards. The award was announced at the Capacity Europe 2006 conference in Amsterdarm.

Capacity 1s the only monthly publication that focuses on the latest business techniques and strategies for bringing innovatien ang efficiency to me globa
wholesale telecommunications industry. The judging panel for the awards included leading tetecom industry analysts from the Yankee Groun, Ovum andg
ATLANTIC-ACM as weli a5 the editors of Capacity.

“&THRT won the "Best Naltional .5, wholesale Pr.cvide-:p" awi rd based on lhe reach of ttie AT&T network, guality and performance of the network. as et
as the company's successful integration post-AT&T angd B¢ merger,” said Mark Kemp, CEOQ and editor in chigf of Capacity. The award was judgead on
factors: quality and performance of network. reach of netwark, speed to market, pricing strateqy and investment in network

"Qur award- w'shmnq network that supports the convergence of voice, data, and video is key to helping our customers extend thew reach and rmsximize
their potential in a rapidly changing business environment.” said Sherry Charles, vice president of AT&T Wholesale Markating, ATET Enterprise Serve
Inic. "From Day One, the AT&T-SBC merger integration ha  been. ustomer-foc nsz“ci for simstify and improwe proc ¢ and make the tr
customers, We are pleased to be rccogr..md for our commitment to deliver reliable, cost-effective solutions built on a robust nerwc-rir ;.1frd°hucturp, ane
this award substantiates our leadership.”

AT&T operates ¢he oithe fargest, mast sophisticated and secur Mmmunications networks ia the wcrad AT&T's longstanding fradition of network
performance, retiability, quality, innovation and security form Lm rnerstones of the services portfolio. AT&T's U5, netwarks consistently deliver more

than 99.99 percent network reliabiity, mcluding more than 99.99 percant IP/MPLS network availability, through proactive 24x7 netwark mantoring.,

i nsist of mare than 80,600 route miles of fiber nptic cable,
5 ;f nexts aencrc.taon ‘lbex (.:]ngit_ ui wppo ng (){,m& ﬁ 3 md with an tethgent opticel network and over 6,700 SONET rings,
st and most relialie IP/MPLS networks in the LS. connecting 36 cities via muy tpir- OCAB/OCL92 links and more than 100 smal
hackbone with multiple CC3s ir 3 star configuration. Earlier this yvear, ATAT announced its intention to upgrade core routes within oz
QC7es.

wiprling (4R

Yigy ¢
&5 1o the
P network o

As a leading provider of wholesale services, AT&T provides complete end-to-cnd solutions localty and globally for carriers, wireless operators, cable
providers, systems integrators and Internet service prosiders. The company ran help businesses grow by extending their footprint, strengthening their
network infrastructure, enaking their internal business opizratic ns more .@fﬂcaent and compiemannng their existing offers with value added application
services.

Note: This AT&T releass and other new, announcements are available as part of an RSS feed at v_v_vx_f_w,att.c:ornfrss.

About AT&T

ATET Inc. is one of the world's largest telecommunications Bolding companies and is the fargest in the United States. Operating globally unider the ATE?
brand, AT&T companies are recognized as the Jeading worldwide providsrs of IP-based compunications services to busmess and as leading U5
of high speed DSL Intérmet, local and fong distance. vaice, an directoy publishing and adverlisii foes, ATRT Inc. holds ¢ GO percent vwig
interest in Cingular Wireless, which is the Nu. 1 {15, wiréfes es provider with 58,7 miilion wirgless customenrs, Additional information sbout ATST
Inc. and AT&T products arid services Js available at http:/Zwww. att.com,

HORE

6 2006 ATET Knowiedge Ventures, All rights reserved, Sxmsidia‘ries and affiliates of AT&T Ing, _pro_vi'de products and services under the ATRT brand.

" Kheowledge ventures: All rights resdmved . Privacy Policy

Jatfrms e rener al-\.r\.nnm/r‘!ﬁ!"l.l"“fﬁ*(‘C‘.J‘ﬁr\'ﬂ"l‘?‘I"\‘;r‘:qno’?rQr-f‘fhfl'lmPtx.’CXfﬂP\llﬂ':l'l’h.{‘]F‘idz‘? 211 ﬂ . . . - 12/772006
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> Wholesale

Products & Services

Voice .Networking Solutions

The full spectrum of wholesale voice capabilities provided by AT&T helps you simplify the way you
purchase and use voice communication services which are highly marketable to your customers. With
AT&T as your single-source provider, you gain access to our powerful voice networking solutions.

Data Networking Solutions

AT&T has been building and delivering mission-critical data services to service providers for many

years. Our data services help you build flexibility, high reliability, performance and scalability into your
service offerings.

| P Networking Solutions

AT&T is a global market leader in IP networking. Our customers confidently and cost-effectively
incorporate leading-edge technologies and capabilities into their own networks - and those of their
customers - by selecting from AT&T's extensive wholesale |P and Managed Services portfolio.

Value Added Services

AT&T Value-added Services enable you to build flexibility, high reliability, performance and scalability
into your application services offerings.

http://www .business.att.com/services.jsp?repoid=ProductCategory &segment=whole 2/27/2007
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TRANSFORMING COMMUNICATIONS THROUGH BROADBAND INNOVATION

Covad Communications Group Inc.
Investor Presentation
Ticker: DVW
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?Sge5Harbor Statement Under the Private Securities Litigation Reform Act of

This presentation discusses the Company’s future business outlook. In this presentation
we will make projections and other forward-looking statements regar_dlnlg future events or
the future operational and/or financial performance of the Company, including without
limitation statements regarding future revenue, including VoIP, T1 and wireless revenue,
A-EBITDA projections, our plans for new services, such as ADSL 2+, bonded T-1, metro
Ethernet, G.SHDSL, If’TV_, video, WIiMAX service and wireless broadband, and the stability
of the regulatory and legislative environment. The Company disclaims any obligation to
update any projections, estimates or other forward-looking statements. We caution you
that such statements are only projections and actual events or results may differ materially
as a result of risks facing the Company or actual results differing from the assumptions
underlying such statements. Such risks and assumptions include, but are not limited to,
the Company's ability to continue to enhance and expand sales of its services, deploy new
services, increase automation in its processes, respond to increasing competition from
other companies that provide voice and data services, manage the Company’s growth
maintain suitable interconnection agreements with the phone companies, all ina timefy
manner, at reasonable costs and on satisfactory terms and conditions, as well as new
regulatory, legislative, and judicial developments. All forward-looking statements are
expressly qualified in Ehelr entirety by the above "Risk Factors" and other risk factors and
cautionary statements included in the Company’s Forms 10-K and 10-Q filed with the SEC.

Please refer to our Q3 2006 Earnings Release and attached tables at

httQ:[(www.covad.comécomganyin o/investorrelations/ for reconciliations of non-GAAP
Inancial measures to the most comparable GAAP financial measures.
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Covad is a national, facilities-based provider of voice, wireline and
wireless broadband services

st i e

. Founded in 1996, recently celebrated 10t anniversary, ~1,000 employees

As the leading next-generation communications service provider, we are
transforming communications through broadband innovation

— Largest ADSL 2+ network with capabilities to deliver next generation broadband and voice services to
over 14 million homes and businesses

— Largest market share of Hosted VolP with a complete product portfolio addressing the SMB market?
Leading fixed wireless provider, uniquely positioned to capitalize on the emergence of WiMAX

. National Network and Scalable Infrastructure
— 2,050 central offices across 235 MSAs
- Next-generation network capability in 11 Tier 1 markets

+ LPVA, Bonded T1, ADSL 2+, MetroEthernet, Video, G.SHDSL

100 wireless base stations passing 500,000 businesses

. Making an excellent customer experience our #1 priority

— 532,000 Access Lines
- 2,500 VolIP sites (47,000 users)

- 3,100 Wireless customers

1 - InStat, January 2007 3
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Covad has continued its transition from a wholesale broadband-only
company to a differentiated Next-Generation Communications Service
Provider.

Actively transitioning from legacy, data-only productsto bundled
voice and data solutions sold direct

= 43 06 Direct subscription revenue mix: $40M, 37% of total subscription revenue

Unique growth products continue to gain scale
. $44M In subscription revenue in 43 06, +51% from 43 05

« Fueled primarily by T1, VoIP and Wireless

Next-generation network build-out completed in 11top markets

. 758 central offices in Covad’s largest markets, capable of offering service to over 1 4M
homes and businesses

Expanded wireless broadband services, presence infour key markets-
SFO/Bay Area, L0OS Angeles, Chicago, Las Vegas

New partners continue to seek Covad for its
national scale and unique product capabilities
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Unique Assets

Largest National, Facilities-based, Next-Generation Communications

Service Provider

= 2,050 COs in 235
MSAs

- Next-generation
network

- 758 COs intop 11
markets*

— Capable of serving
~14M+ homes
and businesses

- LPVA, Bonded TI, ADSL
2+, MetroEthernet,
Video, G.SHDSL
capabilities

« 100+ wireless base

stations passing

500k+ businesses

- SF Bay Area, Los
Angeles, Las Vegas,
Chicago

San An'toni'q;f.

Legend

® ATM Hub Sites
* Internet Pops
CO footprint

*Markets include: Atlanta, Chicago, Dallas, Los Angeles, Miami, New York City, Philadelphia, San Diego, San Francisco/San lose, Seattle, Washington, DC
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CO?AD ‘” Go To Marke

Covad's focus is driving growth from bundled voice and data products
through its Direct channel, targeted at the SMB market

O, xDSL, T4, Frame Access}
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- Accelerated revenue growth from differentiated products

. Fully launched LPVA in all 11 markets as of the end of 2006, sales volume hasincreased
substantially

. Strong growth expected to continue from T1, VoIP and Wireless

- Leveraging the next-generation network capability for new products
= LPVA: launched in Q4 06, ADSL 2+ and Bonded T1: 1H 07

- Unique set of assets will continue to attract strategic partners

FTEarthLink

spikeasy IR %O,

; atat
f FEberTQwer

o H L I N E

» Recent AT&T merger concessions provide stable regulatory
environment
. UNE and Special Access rate freeze until 2010
. No forbearance petitions with the FCC during this time
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. Cash ﬂow posrtlve |n Q3’06 exciudlng
- "$14.6M in next- generatmn network
prOJect expenses SO

Notes:

« All annual growth and comparative metrics are measured from Q3’05 to Q3'C6

Q105 ons_oaos Q4os' Ql‘ds._._Q_Z_Oofﬁ_fQS‘Oﬁ Q4 066

- $118 _$119 $119
Csi10

Ql 05 Q205 _Q_3 05 Q405 QI 06 Q2 06 Q3 06 Q4
_ o 066

25% Annual growth from Dlrect Busmess |

$7M in VoIP subscr:ption revenue |n
" Q3'06, 84% annual growth |

$22.8M in T1 subscrlptlon revenue in
Q3'06, 43% annual growth -

51% Annual growth from Growth ProduCtS

= Q2°06 A-EBITDA includes the benefit of a transaction tax adjustment of $19.5M and a $2.1M employment related tax adjustment. Excluding

these one-time items, A-EBITDA was $4M

e 1'06 includes $1.7M benefit from ACCA; without ACCA, A-EBITDA in Q106 was $1.0M 8
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LAt 03 05-06
Subscription Revenue “CAGR
$107.6 $108.2
$105.4 o
$95.7 $98.0 $100.9 $1(12.5 ~ - A 7%
‘ -
$72.1 $71.8 $71.7 $70.5 s s
» - - - 68.6 66.6
- = 42 a0%)
$44.0
§32.0 $36.8 10 51%
$23.6 $26-2 $29-2 ) —
Q105 Q2 05 Q3 05 Q4 05 Q1 06 Q2 06 Q3 06

—e— Growth Products +Legacy

Products —&— Total Supscription Revenue |

Note: ARPU’s are blended across wholesale and direct segments *hi-cap wireless ARPU: $3,000-5,000 **honded T available in 1H 07



